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Leads—The way you want them 
NetQuote strives to be anything but a typical online lead generation company 
Agency Marketing Technology—Opportunity management 
Applied Systems adds horsepower to marketing thrust 
The Mobile Demonstration Unit will bring vendor's technology as 
well as its message of increased profitability almost to your doorstep 
Combined interface effort takes Quantum leap 
MGA offers real-time capabilities to agents 
New ASPN links provide market clout for MGAs, retail agents 
BISYS Specialty Programs/Tri-City Brokerage and PWIB wholesale 
brokerage, underwriting operations join ASPN Network 
The night shift 
ReSource Pro helps MGAs add hours to their day 
Maximizing Automation—Taming the data monster with Excel, Part 3 
Vroom, vroom, vroom 
Online personal auto quotes and sales gain momentum 
Agency Marketing Technology—-Campaign management 
Survive and thrive 
Expertise and experience offer insight into better business 
continuity and disaster planning 
The better way 
This Florida's agency's use of technology enables it to respond 
no matter which way—or how hard—the wind blows 
Opportunities in life 
New PIA program provides members quicker access to multiple 
quotes for term life through the Insurance Online Network 
Found money 
Own your own premium finance company solution helps with client 
retention and improves the bottom line 
Agency Marketing Technology—Submission management 
Got cyberslackers? 
Policies, technology, and monitoring help agencies reduce 
risks from employee Internet abuse 
What d’ya know? 
New service tests insurance knowledge & skills 
Agency Marketing Technology—Results management 
Discovering e-discovery 
Changes to legal procedures offer insight into agency 
needs for e-discovery preparedness 
Obtaining loss runs 
Service unlocks loss-run data 
Agency Marketing Technology—Voice recognition 
Stuff happens 
Online data storage keeps your data safe from things that go bump in the night— 
or anytime, for that matter 


Catastrophe management—The past is prologue 
The '05 hurricanes provide grim lessons for property owners, insurers, and government 
Beyond tomorrow—The what if? 
Reading the tea leaves presents interesting challenges for the insurance industry 
The regulators’ trifecta 
Troubles came in threes for AIG 
None for the road 
Since safety is intrinsic to our business, we must work 
toward reducing highway accidents 
Independent insurers should pool funds to promote agents 
Ethics, integrity, trust 
Corporate misdeeds taint much of the business world, but 
insurance industry's record in exemplary 
Winds of influence 
What bodes ill and what bodes well? 
Torts, gores, and oxen 
Can new approaches ease the pain of medical suits? 
Spitzer's can of worms wriggles on 
Mega brokers’ misdeeds, now punished, open door to 
unwarranted interference in commission arrangements 
Oh, what webs the Internet weaves 
Surfing the Internet can be time well spent 
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